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Tool Bag No. 1 ATTRACT  

 



 

COPYRIGHT 2019 | STEVEBROSSMAN.COM 

www.stevebrossman.com 

 

Welcome to the 36 Min Sales Funnel 

Introduction to the 36 min Sales Funnel. 

Over the past 2 years I’ve been actively developing ways to attract, connect and convert 

quality clients into my higher-level programs without wasting too much time with non-

suitable prospects.  

Like many of you, I have been burnt with the promises of people running expensive 

advertising campaign and complicated funnels for little or no results.  The 36 min Sales Funnel 

has evolved into a very efficient way for me to control the flow of leads and clients with little 

cost and minimal time.  

The 36 minutes is the average collective time that it takes me to take someone through the 

process. Some slightly quicker and of course some longer. This may span over a week 

however the total amount of time is not significant.  

For example, last week (Wed), I was connected on LinkedIn by a Sales Professional who 

looked a prime candidate for my program. He was sent the initial reply (40 sec) … Liked what 

he saw and read and booked in for a call, just 2 days later (20 sec).  

I reviewed his website and sent him a Video Email and got him excited about the call. The call 

lasted a little more than 30 min as I’m looking to him to also be a JV marketing and Referral 

Partner. After a total of approximately 45 min, we agreed to work together. 

Yesterday we had our first strategy session and agreed to the scope of work which will be in 

excess of $15,000 for stage one.   

On the other side of the coin, after only 10 min into a conversation, I have had someone say,  

“I love the videos and blueprint how do I work with you to do that?”  

They also were in excess of five figures.  
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So, while I say 36 minutes, it may take you a while to get your timing down to that however, 

when you follow the System you will develop a very effective and enjoyable experience for 

both sides. Including an onboarding process that doesn’t take you hours or, cost a fortune.  

 

Module 1: Attract 

This is key to having an efficient Sales Funnel. You want people coming to you knowing who 

you are, what you do and why you are THE person for them to work with.  

CLARITY = CASH 

For this process to work you need absolute CLARITY on who you are, who you work with and 

what OUTCOMES you provide those people.  This needs to be consistent through your 

outbound communications. I constantly talk about the 3 levels of Clarity. 
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1. YOU. When you are clear in your mind and message about who you are, who you work 

with and the outcomes you provide … your life changes. 

2. Prospects and Clients. When they are clear on what you do, who you work with and 

the outcomes you provide your business grows.  

3. Referral and Strategic Partners. When they are clear on what to say about you, and 

who to refer to you, your business explodes.  

Your outbound communications, whether it is via social media, your email campaigns or via 

referral partners, need to be consistent and clear.  

In my programs, I help professionals and entrepreneurs “Escaping the Brown Box Syndrome”. 

I.e. If you title yourself by your occupation, category or similar e.g. Coach, Consultant, Broker, 

Planner etc, you are a brown box. It is not until people get to know who you are and what you 

do (unwrap the box), that they discover why you may be different and potentially why people 

should do business with you.  

However, if you look and sound the same as others in your market, you may as well be just 

another Brown Box sitting on the shelf with all the others. Meaning one of the few 

differentiators that people will compare you on is price.  

So, in your communications you need to effectively differentiate yourself, including who you 

are, what OUTCOMES that you provide and communicate them clearly in your messaging.  

Examples of outbound messaging. 

I personally only use Facebook, (until the time that they completely shut down business 

posts), and LinkedIn with 90% of my funnel being through LinkedIn.  

I use Facebook for exposure and LinkedIn for connection. I primarily use videos because I’ve 

had 20 years around Television and Videos and it is faster for me to shoot a video than to 

write a post.  
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Plus, video creates a faster and deeper connection and get a much greater reach on all social 

media platforms.  

My ideal weekly outbound communication is: 

Facebook: 2 Facebook Livestreams #MomentumMonday and #FinishHardFriday. Then 1-2 

professional and personal posts.  

I have only just started using Facebook Premium Posts for scheduled video posts. 

LinkedIn: one video post I.e. Direct to camera engagement and pre-recorded expert teaching 

post.  Plus ,1 or 2 short topical expert posts with topic specific tips.  

I personally don’t do Instagram, Pinterest or Twitter even though many colleagues and 

experts get excellent results from those mediums, I just keep it simple and find that this is 

working fine for me.  

 

Sample Posts:  

Linked In posts  

https://www.LinkedIn.com/feed/update/urn:li:activity:6503877832660353024  

https://www.LinkedIn.com/feed/update/urn:li:activity:6470835557407821824 

https://www.LinkedIn.com/feed/update/urn:li:activity:6470835557407821824  

 

 

 

https://www.linkedin.com/feed/update/urn:li:activity:6503877832660353024
https://www.linkedin.com/feed/update/urn:li:activity:6470835557407821824
https://www.linkedin.com/feed/update/urn:li:activity:6470835557407821824
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Facebook Livestreams  

https://www.facebook.com/stevebrossman/videos/vb.591379845/10157234116639846/?typ

e=2&video_source=user_video_tab 

https://www.facebook.com/stevebrossman/videos/10156859195089846/  

Apart from posting my own content, I actively participate in groups answering questions and 

adding value where I can. This creates exposure and highlights your expertise.  

Steve Brossman 

CEO & Co-Founder of Expertise Empire 

International Speaker & Award-Winning Business Consultant 

Multiple #1 International Best-Selling Author 

https://stevebrossman.com   steve@stevebrossman.com  
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